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JASPER Updates Transmission 
Hydraulic Clutch Testing

JASPER conducts hydraulic clutch testing through computerized data acquisition.
     JASPER’s Quality Engineers have updated the 
company’s transmission hydraulic clutch testing 
process. 
     Hydraulic clutch testing is a method of simu-
lating the operation of a transmission clutch.  The 
process identifies defective clutches not typically 
identified by dynamometer testing.  “This is not a 
new technology at JASPER,” says David Kasse-
baum, JASPER Transmission Quality Engineer.  
“But it has been improved through the use of 
computerized data acquisition.” 
     Hydraulic clutch testing the transmission, prior 
to final assembly, will check for cracked drums or 
pistons, imperfections in the fluid channels, and
defective or damaged seals.   
     The test is performed using a transmission-
specific plate designed to direct oil to each of the 
individual clutches in the transmission. 
     A normal transmission dynamometer does 
not test the individual clutches. It only tests the 
gear ratio, which only shows that the clutch 
has applied.  During the dynamometer run, the 
transmission pump sends significant amounts of 
oil to the clutch, which typically makes it difficult 
to identify leaks, or imperfections, in the clutch.  
Hydraulically testing the clutches individually is 
used to reduce, and prevent, complaints of harsh 
or soft shifts and other driveability complaints 
caused by ineffective clutches. 
     “Until recently, the process of hydraulic clutch 

testing was done with analog gauges, and the 
clutch pressure measurements were not recorded 
or stored,” says Kassebaum.  “With hardware and 
software developed by JASPER, our method of 
testing has been greatly improved.” 
     During JASPER’s remanufacturing process, 
each transmission is given an identification num-
ber.  As the transmission is assembled, the identi-
fication number is typed into the hydraulic clutch 
test software, allowing the software to pull the 
correct test for the transmission. 
     As the builder is prompted through the test, the 
software records the pressure measurements using 
two pressure transducers.  The software compares 
the measurements to the specifications within the 
test and determines whether the clutch passed or 
failed. 
     “If the transmission fails the test, the unit is 
repaired and the test is repeated to ensure proper 
clutch operation,” says Kassebaum.  “The software 
will not allow the unit to be dynamometer tested 
until the unit passes the hydraulic clutch test.  Once 
the transmission has passed this test, its measure-
ments are saved in JASPER’s computer database.” 
     By utilizing this software, JASPER Quality 
Engineers are able to drive improvements in the 
remanufacturing process by analyzing this data to 
determine the perfect method to improve the as-
sembly of transmission clutches.
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J.D. Automotive & Truck
     From Dover, New Jersey, this 
month’s Customer Profile focuses on 
J.D. Automotive & Truck, a full-service 
automotive and truck repair facility.  
     Shop owner Jim Dodd is the “J.D.” 
in the business name.  Jim started 
his automotive career in a one-bay 
garage, working nights and weekends.  
Business was so good, there was up 
to a one month wait for customers to 
get an appointment.  So in 1994, Jim 
opened J.D. Automotive at 331 Richards 
Avenue.  He started with three service 
bays and added two more within two 
years.  Their latest expansion came in 
2003.  It gave J.D. Automotive & Truck 
a total of seven service bays and 3,000 
square feet of space.  The building 
includes a customer waiting area, a con-
ference/training room and 1,000 square 
feet of parts inventory.  
     Today, J.D. Automotive & Truck 
provides complete service and repair on 
cars, trucks and recreational vehicles, 
from oil changes to computer program-
ming.  They have the capability to ser-
vice and repair hydraulic systems and 
provide custom fabrication and service.  
     Of the seven employees at J.D. 
Automotive & Truck, six are ASE-
Certified Technicians, including four 
Master Technicians.  The company pays 
for technical training, and Jim makes it 
mandatory for his technicians to attend 
training on a quarterly basis to keep up 
with the ever-changing automotive 

landscape.
     Since the company’s start in 1994, J.D. 
Automotive & Truck has been an installer 
of JASPER remanufactured products.  
“What originally steered me to JASPER 
was the updating of original equipment 
and the improvement of common fail-
ures,” said Jim.  “JASPER is the best 
product in the market and the best war-
ranty available.”
     Often referred to as a dealership 
alternative, J.D. Automotive & Truck 
provides customer follow-up after work is 
completed on their vehicle.  This method 
of customer retention ensures the busi-
ness provides the best service possible for 
future maintenance.  “We are the only Tri-
County shop to receive 100% customer 
satisfaction for three consecutive years,” 
said Jim.  “We want to be the best in the 
industry, not the biggest.”

J.D. Automotive & Truck in Dover, New Jersey, provides complete service and repair on 
cars, trucks and recreational vehicles.

“JASPER is the best product on the market,” 
says J.D. Automotive & Truck owner Jim Dodd.
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JASPER Offers Cummins ISB 6.7L Running Complete
     Jasper Engines & Transmissions has expanded its midrange 
diesel product line.  We now offer the late-model Cummins ISB 
6.7 liter Common Rail Front Gear Train Running Complete 
engine. This engine is available on exchange for the following 
applications:
 
• 2007-2012 Dodge and Ram 2500-5500 Pick Up and Cab-
  Chassis trucks
• 2008 Sterling Bullet trucks

      Each JASPER Running Complete engine is completely 
remanufactured, using a standard set of new parts.  All other cast-
ings and components are remanufactured to meet or exceed OEM 
specifications.  This engine includes:
 
• Block                  • Injectors
• Head             • Turbocharger
• Intake Manifold            • Exhaust Manifold
• Valve Cover            • Engine Speed Sensor
• Inner Gear Cover           • Engine Position Sensor
• Outer Front Cover           • Oil Pressure Sensor
• Water Pump            • Coolant Temperature Sensor
• Water Pump Pulley           • Turbo Boost/Air Temp Sensor
• Damper            • Turbo Speed Sensor
• Oil Pump            • Water in Fuel Sensor
• Oil Pan            • EGR Air Temp Sensor
• Oil Filter            • Crankcase Pressure Sensor
• Oil Cooler            • Exhaust Back Pressure Sensor
• Upgraded Fuel Filter           • Fuel Pressure Sensor
• Fuel Injection Pump

     Each JASPER Running Complete is dynamometer tested, en-
suring trouble-free engine performance.  Engines are tested under 
varying loads to simulate in-the-vehicle operation. The test is 
concluded with a final engine run-in and inspection to assure peak 
performance and operating efficiency.
     This engine is covered by a two-year parts and labor warranty 
and compliments our Cummins ISB 6.7 liter Common Rail Front 
Gear Train Complete engine beginning in 2010.

JASPER offers the late-model Cummins ISB 6.7L Common Rail Front 
Gear Train Running Complete Diesel Engine.

     Pictured are members of the current Jasper Engines 
and Transmissions Customer Advisory Council.  The 
Council is made up of Independent Repair Facil-
ity owners and managers from around the country.  
Members make a two-year commitment to be on the 
Council.  Meetings are held in Jasper, Indiana, twice 
a year. 
     The Council discusses issues facing Independent 
Repair facilities as well as the automotive repair in-
dustry as a whole.  Jasper Engines and Transmissions 
gains insight from these meetings and they help to 
guide future decisions made by the company.
     JASPER has utilized a Customer Advisory Council 
for over 25 years.  Nominations to the Council are 
made by JASPER Factory Representatives.  Since 
members can only serve one 2-year term, we have 
been able to get many customers involved over the 
past 25 years.
     We want to thank our current members as well as 
past members for helping to shape Jasper Engines 
and Transmissions as a company committed to our 
customer’s success.       

Your JASPER Customer Advisory Council

Members of the JASPER Customer Advisory Committee are (back row): 
Tyler Scheer, Scott McClure, Dave Wastler, Charles Evans and Brian Weeks, 
(front Row) Brenda and Billy Ewing, Roy Baird, Jim Mueller and Gary Gross.  
Not pictured are Steve Morton and Charlie Marcotte.



We Have Our Calendar Winners for 2013
     Thank you! You have come through
again!  We had lots of great entries
submitted, and the winning photographs
have been selected to grace the pages of 
the 2013 Jasper Engines & Transmis-
sions calendar.
     Entries received this year were
judged on adherence to the category,
equipment appearance and the quality 
of the photograph or image.
     Every qualified entrant received
a JASPER hat. Entrants whose work
appears in the calendar receive a $100
gift certificate, which can be used to 
purchase JASPER remanufactured 
products or wearable items, 24 
complimentary calendars and a special 
JASPER Gift Package.
     Congratulations to all our winners!

Mike & Kamryn Donoian
Biloxi, MS
1968 Chevrolet

Mike Williams
Topeka, KS
1931 Ford Coupe

Robert Walker
Oneonta, AL
1967 Ford F-100

Ray & Renita Lucas
Barboursville, WV
1967 Ford Mustang

Melody Hull
Alexandria, IN
1970 Oldsmobile 
Cutlass Supreme
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1967 Shelby Cobra Replica owned by TJ Dugan of Homer 
Glen, IL

Bruce Middleton
Plymouth, MN
1950 Plymouth Sedan

TJ Dugan
Homer Glen, IL
1967 Shelby Cobra 
Replica

Robert Garcia
Deer Park, TX
1975 Chevrolet
Caprice Classic 
Convertible

Dale Waun
Bass Lake, CA
1945 GMC DUKW

Lynn Wagner
Reedsville, PA
1955 Chevrolet
Bel-Air

Sam Martin
Evansville, IN
1965 Factory Five
Racing Cobra

Michael Clarey
Belleville, MI
1974 Chevy
Corvette Stingray

David Stratton
Owensboro, KY
1965 Ford
Mustang

1967 Ford F-100 Pickup owned by Robert Walker of 
Oneonta, AL

1945 GMC DUKW owned by Dale Waun of Bass Lake, CA

1931 Ford Coupe owned by Mike Williams of Topeka, KS

1967 Ford Mustang owned by Ray & Renita Lucas of 
Barboursville, WV
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     What cold front?  Ricky Byrnes of Ta-
maroa and Earl Sigley of Johnston City ran 
away with the Chad Morgenthaler Benefit 
Bass Tournament on Rend Lake.
     Their catch weighed in 19 pounds, 15 
ounces, just over six pounds more than the 
second-place team of Ed Daniels and Jeff 
Atchinson.
     “Everything just seemed to fall into 
place,” Byrnes said. “We just ran a lot of 
spots. I live about 20 minutes away from 
the lake. We just ground it out. I think we 
had seven bites total. Our five best out of 
that weighed 19 pounds. We had two over 
five pounds.”
     The duo decided Friday night to forego 
shallow fish in the back of bays and fish 
main lake structure. The decision paid off 
handsomely. They earned $2,500 for first 
place and won the $500 big bass award.
     The winners caught fish on rock and 
wood structure.  “Rend Lake in the fall, 
when the weather gets cold like this, they 
eat,” Byrnes said. “They’re feeding because 
they feel winter coming on, so we threw 
swim baits, spinner baits and crank baits 
and caught our fish that way.”
     Byrnes also took big bass honors with a 
5 pound, 10 ounce fish. He caught the big 
fish on a swim bait.  “We just got the right 
bites,” Byrnes said.
     Despite the tough conditions, eight 
of the top 10 teams weighed in a limit.  
“These guys are going to catch them,” Mor-
genthaler said. “There are some really good 
anglers on this lake. They’re going to catch 
them every single time. It’s just a matter of 
if they get a couple of kicker bites, which 
Rick did today.”

Cold Day Doesn’t Sway Fishermen 
from Morgenthaler Tournament

     And, there were several big fish caught. 
The team of Duke and Bob Stanton placed 
third with 11 pounds, 14 ounces, on just 
three fish.
     The event netted nearly $17,000 for the 
Illinois Conservation Foundation, Five-
Star Industries and a number of local high 
school fishing teams.
     “It looks like total, we’re still crunching 
the numbers, but it looks like we’re going 
to come in somewhere around $17,000,” 
Morgenthaler said. “I think that’s a great 
thing for a one-day event. These guys really 
reached deep. It’s going to go to some great 
causes. We have to keep kids fishing. We 
have to keep programs going and funded.”
     This was the first time in the seven-
year history of the tournament it has been 
held in the fall. The previous six years, it 
has been in mid-summer, under extremely 
hot conditions.  “I didn’t quite want this 
extreme,” Morgenthaler said.

Heading Out:  Teams make their way into the open waters of Rend Lake 
during the recent Chad Morgenthaler Benefit Bass Tournament.

Weinzapfel Ends Term 
as PERA President

First place tournament winners Rick Byrnes 
(second from left) and Earl Sigley (third 
from left) are flanked by Chad Morgenthaler 
(left) and tournament official Dave Mansue 
(right).

reprinted with permission by Les Winkeler, The Southern Illinoisan
     Matt Weinzapfel, JASPER Vice Pres-
ident of Engine Manufacturing, recently 
completed a two-year term as President 
of the Production Engine Remanufactur-
ers Association (PERA).  
     Matt began his term in 2010 and felt 
his greatest accomplishment as PERA 
president was for his board to provide 
direction in an organization that dealt 
with change from the economic difficul-
ties of 2008-09.  
     “During that time, our industry dealt 
with massive consolidation and fallout 
of competitors within the engine re-
manufacturing business,” says Weinza-
pfel.  “We were left with just a handful 
of players in the industry and, therefore, 
our industry association shrunk as well.”
     Weinzapfel said decisions were made 
on how PERA could remain viable.  
This included a reduction in the number 
of meetings PERA holds each year,  but 
Matt added the Association’s mission 
remains two-fold.
     “First, PERA 
needs to be a tech-
nical resource for 
our remanufactur-
ing membership, 
which includes 
how to improve the 
processes to build 
a better engine,” he 
said.  “Second, 
PERA must be a forum within the 
industry for people to share information 
and provide information for our sup-
plier base to offer the quality products 
remanufacturers demand.”
     Weinzapfel was the fourth JASPER 
Associate to serve as PERA president, 
joining Doug Bawel, Brad Bawel and 
Mike Schwenk.  “I think it speaks highly 
of JASPER to have had a high level of 
involvement within the industry,” says 
Weinzapfel.  “We view that as impor-
tant, not only for our company, but to 
support remanufacturing as an industry.  
It’s all about making a remanufactured 
product a viable alternative for the end-
user, and we’re trying to do that.”
     As JASPER’s Vice President of En-
gine Manufacturing, Matt oversees the 
remanufacturing processes of the Gas 
Engine and Diesel Engine Divisions, 
as well as the Jasper Authentic Custom 
Drivetrains Division. 

Matt Weinzapfel



     When it comes to setting your long-
term goals, the best advice I can give you 
is to make sure they all align with your 
core beliefs and that they are challenging 
enough to inspire you.
     As the leader of your company, you are 
not only responsible for setting the goals, 
but it’s your job to inspire your entire 
team, as well. I am sure you will agree 
that you can’t inspire others if you are not 
inspired yourself.
     When setting your short-term goals, 
don’t make the mistake of making them
unrealistic, as so many do. In a business 
environment, the purpose of short-term 
goals should be to bring out the best in 
people and inspire them to think differ-
ently at the same time. Accordingly, they 
should be just out of reach, but not out of 
sight.
     Studies carried out at Harvard 
University have indicated that short-term
goals need to be reached only 50 percent 
of the time for them to effectively change 
the way we think, and if they are reached 
more frequently than 80 percent of the 
time, they are not challenging enough.
     Finally, whenever possible, you should 
break your annual goals down into quar-
terly, monthly, weekly, and daily goals. 
When your technicians and service advi-
sors go to work each day, they at least 

Setting Your Goals for 2013
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should know precisely what needs to be 
accomplished by the end of the day in order 
to view their performance as a success.
     This is the perfect time of the year for 
you to solidify your 2013 goals and
to revisit your long-term goals, as well. 
I realize that many of you may not have 
taken this step yet, so here’s a starter list 
of some of the categories you may want to 
consider:

Goal-setting checklist:
1. Long-term growth goals, which may 
    include diversification, expansion, or  
    additional facilities.

2. Long-term real estate goals that may 
    include acquisition or mortgage 
    reduction.

3. An annual sales goal that includes the 
    financial growth of your business.

4. Monthly and quarterly sales goals that 
    are seasonally adjusted.

5. Marketing goals that include the 
    acquisition of both new customers and 
    market share.

6. Average repair order goals that are 
    predicated on complete vehicle 
    inspections.

7. Car-count goals that are predicated on 
    your annual sales and annual repair order 
    goals.

8. Gross profit goals.

9. Productivity and efficiency goals for 
    your technicians.

10. Closing-ratio goals for your service 
     advisors.

11. Customer satisfaction goals.

12. Customer retention goals.

13. Operating expense goals that are 
      predicated on past performance and 
      projected budgets.

14. Income goals.

15. Debt reduction goals.

16. Goals that are relative to any exit plan 
      or succession strategy.

17. Career development goals.

18. Personal development goals.

Editor’s Note:  For additional sales, 
marketing, and management tips & strate-
gies from Elite Worldwide President Bob 
Cooper, visit the Elite Blog at:

www EliteWorldwideStore.com/blog

by Bob Cooper, President & Founder/Elite Worldwide

Bob is a member of the prestigious 
National Speakers Association, 
and is one of the nation’s leading
authorities on both personal
and career success.  Today Bob
speaks nationally, as well as
internationally, to many trade
associations, universities, private
banking groups and Fortune 500 
companies.

Bob Cooper

has functioned
as the developer,
owner and an
operator of some
of the most suc-
cessful auto 
repair shops in 
North America.  

This is the perfect time of year for you to solidify your 2013 goals, and revisit your 
long-term goals as well.
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JASPER & AAM Power to Deliver... Working 
together to provide quality, cost competitive, 

remanufactured solutions
In a previous article (November 2010) we focused on
the strategic supplier agreement Jasper Engines
& Transmissions has with AAM Power to Deliver
(American Axle and Manufacturing).  AAM is a Tier 1
supplier of OE (original equipment) axle assemblies.
In the aftermarket, JASPER’s supplier agreement with AAM 
Power to Deliver is one way the company ensures its axle as-
semblies are remanufactured back to original OE standards.  
Where applicable, JASPER’s remanufactured assemblies 
often include the replacement of ring and pinion gear sets 
and, on specific applications, axle shafts.  This is in addition 
to the use of smaller components such as bearings, seals and 
gaskets.

In the last Drive Line News-
letter, we focused on the
manufacturing processes
associated with ring and
pinion gear sets, outlining
the 2-cut vs. 5-cut process.
Today, we will focus on the
group of supporting cast
members JASPER will use to help ensure its
remanufactured axle assemblies have a long life free of vi-
bration and noise providing extended product
durability.

Lack of lubrication remains the single biggest reason an
axle is removed from service prematurely.  In a continuing
effort to improve fluid
retention, AAM Power
to Deliver has enhanced
the gaskets and seals it
provides.  Just to name
a few, the triple lip
pinion seal assemblies
provided by AAM Power

to Deliver ensure extended leak free operation, even in the 
harshest of environments, by utilizing higher temperature 
sealing materials and an added line of defense with the 
“third lip” to keep debris from entering the seal assembly.

Where applicable, JASPER’s remanufactured axles can 
feature cover pan gaskets that utilize
rubber-over-steel construction.
The benefit to this style of
gasket is that it is reusable,
eliminates time cleaning paper
or RTV gasket materials from
mating surfaces at service
intervals, and offers superior
sealing characteristics when compared to other methods.

Many of JASPER’s axle assemblies, utilizing AAM compo-
nents, feature ring gear bolts with serrated flanges and an 
adhesive patch. Pinion nuts are “torque prevailing”, pro-
viding an added line of defense against fasteners “backing 
out” or loosening up. These features ensure critical fastener 
torque is maintained throughout the life of an assembly.

Additionally, AAM
Power to Deliver has
machined its pinions
with a helix spline.
The machining
process ensures the
pinion has zero lash,
promoting a leak-free
application. This
process also reduces
the chance of the flange or yoke from backing off.

(continued on back page)

Triple Lip Pinion Seal

Rubber-Over-Steel Gasket

Torque Pinion Nut

Helix Spline
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Alignment of components is critical for leak-free and vibra-
tion-free assembly.  AAM Power to Deliver components use 
cast-ground shims when aligning the differential case and 
pinion.  The cast-ground shims ensure the OE tolerances 
are duplicated from assembly to assembly. The C-clips that
retain the axle shafts also require inspection during the
remanufacturing process. Excessive side play can damage 
wheel end seals, causing potential leaks.

As you can see, the designs and components of these
“small” parts play a critical roll in the extended
life of a properly remanufactured axle assembly.  That is
why Jasper Engines & Transmissions prides itself on part-
nering with AAM Power to Deliver, the leading OE supplier 
of light-duty axles to the automotive and pickup markets for 
many of its differential component needs.


